• The sales view. This includes sales plans, territory plans, customer plans, and incentive plans. The sales view tends to be a shorter range perspective.
• The product management view.
This includes the plans to develop the brand and products as well as the future view of the products.
• The customer view. This includes the customers' selling and marketing plans, promotions, buying plans, and schedules.
• The statistical view. This includes the statistical forecast and any modifications to the forecast needed to correct for abnormal demands or known changes to the forecast over time.
• The business plan and strategy it is essential to share the demand plan's details at both the aggregate and mix levels to all the functions of the business. It needs to be communicated to the sales organization that has to execute it, to the supply organization that has to make it, and the finance organization that has to cost it out and compare it to the business plan. 
